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Introduction
In this essay I will cover the overview of green haven florist give them solutions to help them improve the sales the solutions will include various strategies. The solutions will also be provided with risk analysis to help understand how much the solution will help, I will also provide an implementation plan and mention the Key performance indicators which will be followed by a conclusion.
.
2. Overview of the Case Study and Nature of the Problem

Green Haven Florists has established itself as a beloved local flower shop in Norwich, UK, since its founding in 2016. Known for its bespoke floral arrangements and commitment to eco-friendly practices, the shop has built strong community ties. However, in the last year, it has faced a troubling 30% decline in in-store sales. This downturn is attributed to intensified competition from online retailers and rising operational costs. Additionally, the closure of nearby businesses has diminished foot traffic, while an outdated website and limited digital marketing efforts have left the shop struggling to attract new customers. These challenges necessitate a strategic reevaluation to ensure the business can thrive in a changing retail environment.

 2. Proposed Solutions

Solution 1: Website Revamp  
Revamping the shop's website is essential for improving user experience and functionality. This could encompass a modern design, streamlined navigation, and enhanced e-commerce capabilities. By creating a user-friendly interface, customers can easily browse products, place orders, and access flexible delivery options. This improvement aims to boost online sales, helping to offset the loss of in-store traffic.

Solution 2: Subscription Service
Implementing a subscription service can provide regular customers with benefits such as seasonal arrangements, discounts, and flexible delivery options. This model not only fosters customer loyalty but also encourages repeat business, appealing to consumers who seek convenience and consistent quality in floral arrangements. 

3A. Evaluation of Proposed Solutions

Grid Analysis:

	Criteria 
	Website revamp
	Subscription service 

	Cost
	Moderate 
	Low

	Implementation Time
	Short
	Medium 

	Potential revenue increase 
	High 
	High 

	Customer engagement 
	High 
	Very High 

	Competitive Advantage 
	Moderate 
	High 







 3B. Preferred Solution Explanation

The ‘Subscription Service’ is favored as the preferred solution due to its low implementation cost and the high potential for revenue generation. It enhances customer engagement by promoting ongoing relationships, making it a more sustainable long-term strategy compared to merely revamping the website.

 4A. Risk Analysis of the Selected Solution

Risk Factors:
- Market Acceptance:   Customers may be hesitant to commit to a subscription model.
- Logistical Challenges:  Managing delivery schedules and inventory for subscriptions could prove complex.
- Marketing Effectiveness:  Ineffective promotion may  result in low uptake of the service.

Mitigation Strategies :
- Conduct market surveys to gauge customer interest before launch.
- Develop clear logistics and inventory management plans.
- Utilize targeted marketing campaigns to effectively promote  the subscription service.

 4B. Risk Analysis Results

The risk analysis reveals that while challenges exist in terms of market acceptance and logistics, these can be addressed through proper planning and targeted marketing strategies. The potential benefits of increased customer loyalty and  stable revenue streams make this solution worthwhile .

 5A. Implementation Plan

1. Market Research: Conduct surveys to understand customer preferences (1 month).
2. Service Development: Design subscription packages and pricing  (1 month ).
3. Marketing Strategy: Create a marketing plan focusing on social  media and local advertising (1 month).
4. Launch Subscription Service: Begin the subscription service with a promotional campaign (1 month). 
5. Monitor and Adjust: Gather customer feedback and make adjustments as necessary (ongoing).

 5B. Justifications for the Implementation Plan

The implementation plan is methodical, ensuring thorough preparation before the launch of the subscription service. Market  research is crucial for aligning the service with customer expectations. Each phase builds on the previous one, promoting a coordinated launch that maximizes customer engagement and minimizes risks.

 6A. Key Performance  Indicator and SMART Objectives

KPI: Monthly Subscription  Sign-Ups  
SMART Objectives:
- Specific: Increase subscription sign-ups by 20% within the first three months of launch.
- Measurable:Track sign-ups via website analytics.
- Achievable: Based on market research indicating sufficient interest.
- Relevant: Aligns with the goal of increasing stable revenue streams.
- Time-bound:  Achieve this within three months post-launch.
 

 6B. Usage of Metrics

Monitoring the KPI of monthly subscription sign-ups will be essential in evaluating the effectiveness of the subscription service. Regular analysis of sign-up rates will help to identify trends and areas for improvement. Adjustments can be made to marketing strategies or service offerings based on these insights, ensuring the business remains responsive to customer needs.

 7. Key Findings

- Green Haven Florists faces significant challenges due to declining in-store sales and increased competition.
- A website revamp and subscription service have been identified as workable solutions.
- The subscription service is preferred for its potential to enhance customer loyalty and stabilize revenue.
- A structured implementation plan and risk management strategies are crucial for success.
- Monitoring KPIs will be vital in assessing the effectiveness of   the subscription service.

Conclusion
To conclude this essay, I have provided the information for the company of green haven florist to use to improve their sales in-store and online Liam and praya can use any solution with the implantation plant to help them to get towards more sales. 
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